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RETIREMENT INCOME... 





“Tooth 


Thermodent :::: 


has a bright new taste and a white new color for greater p< atient acceptance. 
But you can be sure that Thermodent still contains the same ingredients 
proven so safe and effective over the past six years.'3 The latest study 


found Thermodent 91% effective,4 further evidence that Thermodent is... 


fundamental in hypersensitivity 


Available in two-ounce tubes at all pharmacies—only on your recommendation, of course. 


1. Fitzgerald, G.: Dental Digest 62:494 (Nov.) 1956. 2. Abel, I.: “ee Surg. 1/:491 
(May) 1958. 3. Toto, F. D., et al.: J. Periodontology 29:192 (July) 1958. 4. Burman, L. R., 


and Goldstein, A.: J. Periodontology 32:257 (July) 1961. 


_Sh04. Leeming aa Oc, Krc. 155 East 44th Street, New York 17, N.Y. 
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Organize? It’s already starting to pay off for New York City’s 
Doctors Association. Composed of Health Department 
dentists and physicians, it’s the first certified bargain- 
ing agent for doctors in the country. The group has 
already won a $1,200 annual raise for full-time em- 
ployes. Part-timers will get an extra $4 for each ses- 
sion they work, plus twelve days of paid sick leave a 
year. 


To cut taxes when you cash in part of your gain on a stock, tell 
your broker exactly which of the shares to sell. Then 
get written confirmation from him. If you bought dif- 
ferent lots at different prices, the I.R.S. assumes that 
the first lot bought is the first lot sold. But you'll pay 
the lowest tax if you sell the highest-cost shares. 


Where to look for the growth stocks of the future? According 
to a new poll of professional security analysts, your 
best bets for the next five years lie in electrical and 
office equipment, electronics, and pharmaceuticals. 
The worst prospects: railroads, automobiles, steel, 
nonferrous metals, and rubber. 


Go for broke: Pressure from doctors’ collection agencies is largely 
behind the rising flood of personal bankruptcies, re- 
ports Linn K. Twinem, chairman of the Amer. Bar As- 
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sociation’s bankruptcy committee. The rate has in- 
creased 300 per cent in the last decade, with no letup 
in sight. Instead of bankruptcy, Twinem recommends 
“Chapter XIill petitions.” The patient pays his bills 
over a three-year period, through regular deposits 
made with a trustee. You get your money; the patient 
salvages his credit standing. 


The new real estate investment trusts are finally starting to roll. 
Fifteen have registered with the S.E.C., and five of 
those have already gone into effect. Through these 
trusts, you can buy a diversified slice of teal estate 
managed by professionals—the same way you get 
stocks through a mutual fund. If interested, check with 
your broker for copies of the new trusts’ prospectuses. 


Sure you have enough insurance against fire? Better check next 
time you renew. A house priced at $15,000 in 1950 
would cost about $21,000 to replace today. Now you 
can get a policy that'll pay the full replacement cost 
of fire damage, with no deduction for depreciation. 
But you must be insured for the full value of your 
house. 


Pick your investment objective—capital gains, stability, or in- 
come—before you pick your mutual fund. No one fund 
can be tops in all three, reports Forbes Magazine. The 
leaders, according to the Magazine’s latest annual 
boxscore: for capital gains, Keystone S-4, Keystone 
S-3, Group securities—Aviation; for stability, Franklin 
Custodian-Utilities, Fund of America, Nation-Wide Se- 
curities; for income, Kerr Income, Income Fund of Bos- 
ton, Institutional Income. 
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now... 
treat the whole pain problem 
pain, anxiety, tension 








EQuaANIL® (Meprobamate, Wyeth) and ZactTiRIN® 
(Ethoheptazine Citrate with Acetylsalicylic Acid, Wyeth) 





EQUAGESIC effectively relieves pain, anxiety, and muscle spasm—the 
symptom complex most commonly displayed by dental patients. 


stops pain—Clinical studies'* prove that the analgesic in EQUAGESIC 
relieves pain of dental infection, postoperative and postsurgical pain. 


relieves anxiety and muscle spasm—EQUAGESIC contains meprobamate 
which relieves anxiety and muscle tension or spasm, such as occurs in 
functional temporomandibular joint disease.‘ 


References: 1. Rankin, K.R.: Dental Digest 65:356 (Aug.) 1959. 2. Al- 
bertson, G.L.: Oral Surg., Oral Med., and Oral Path. /2:438 (Apr.) 1959. 
3. Irby, W.B., and Baldwin, K.H.: Dental Survey 34:1456 (Nov.) 1958. 
4. Shore, N.A.: J. Prosthetic Dentistry 1/0:366 (March-Apr.) 1960. 

For further information on limitations, administration and prescribing 
of EquaGesic, see descriptive literature or current Direction Circular. 
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Wyeth Laboratories Philadelphia 1, Pa. 




















WOTTA 


mnt everyone is so lucky! Why do 
TO some people profit 
MAKE while others lose? 
MONEY! _ Good question. 


INVESTORS SPOT-LITE 


the only practical do-it-yourself 
course in stock market investing 


Nothing Else Like It—30 lessons take you from “Getting 
Started” to “Your First Purchase”. “How to Keep Records” and 
the complications of “Margin Buying”, “Puts and Calls”, ‘“War- 
rants”, and other profit opportunities fully explained. INVESTORS 
SPOT-LITE not only clarifies the terminology but details the com- 
plete transaction so thoroughly, you will understand it well 
enough to ACT. 


You actually Buy and Sell under the supervision of this planned 
program. Each lesson includes an up-to-date market recommenda- 
tion. However, you make your own decisions, use your own 
broker, control your own actions at all times. Allocate just 
$1,000 for a market fund and enjoy the experience of “playing 
the market” with a minimum risk . . . ordering the transactions, 
figuring the profits and losses, maintaining the records, etc., 
until you are ready to graduate and go your own way with 
confidence and competence. 


Mail Today! 





(Reg. $35.) 


LARCHMONT INVESTORS, INC., Dept. d-1 
Box 1027, Larchmont, N. Y. 


Please enter my subscription for the full course of the 


INVESTORS SPOT-LITE at the special price (tax-deductible) 
of $25. Check enclosed. 


a ES | eee 
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Se eae ae Zone ..... 


( Check here if you want our FREE BOOKLET on Personal Invest- 
ment Management (for investment programs of $10,000 or more). 
No obligation. No representatives will call. 


Many people, like Dr. Jones here, make 
money in the stock market. Not 














First Learn 
The Rules 


You wouldn't play poker 
without knowing the 
rules. Why “play the mar- 
ket” with the same handi- 
cap? The are no “sure 
things” in the market... 
but you can learn the 
basics that can help you 
make the right moves 
when you are ready to 
invest. Don’t rely on ru- 
mors, tips, or your best 
friend’s brother for mar- 
ket advice. If you want 
to KNOW “How” and 
“Where” and “What” and 
“When” and “Why”, mail 
the coupon before you 
invest in the market. 






















Full 30 lesson course only $25. aguanananeeeereare 
SAVE ‘10 ) if you act no Bar 
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Now 


dual action fluoride for topica! 
and systemic caries control 


Dental and medical authorities agree that dietary and topical 
fluorides are of value in producing caries-resistant teeth. “Enziflur” 
Lozenges supply 80TH dietary and topical flueride. 


The lozenge is slowly dis- 
solved in the mouth—supply- 
ing sodium fluoride Sor topical 


application. es 


The solute is swallowed, 
providing a systemic source of 
fluoride—easily administered 
-—no mixing or measuring 


required. EA 


WHERE DRINKING WATER IS 
SUBSTANTIALLY DEVOID OF 
FLUORIDE: 


Children over three years of 
age and adults — one lozenge 
daily. {equivalent to 1.0 mg. 
fluoride ion daily) 

Children under three years of 
age—one lozenge every other 
day. (equivalent to 0.5 mg. 
fluoride ion daily) 


WHERE DRINKING WATER 
CONTAINS SOME FLUORIDE; 
detailed dosage chart avail- 
able. 











AE 3 00 ocaccksoe cia 400 U.S.P. Units How aupplied: ‘Enziflur’’ 
(Each lozenge yields 1.0 mg. of fivoride ior.) Lozenges — bottles of 100. 


A detailed dosage chart and literature cre availcble te the dental profession on request. 


© New York 16, New York « Montreal, Canada 
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Quality with Economy 


Clinically proved oral 
penicillin therapy that 
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costs your patients less 


( PENTIDS 


Squibb Penicillin G Potassium 
Available in these convenient dosage forms: Pentids ‘400’ Tablets (400,000 
u.) + Pentids ‘400° for Syrup (400,000 u. per 5 cc. when prepared) + Pentids 
Tablets (200,000 u.) + Pentids for Syrup (200,000 u. per 5 cc. when pre- 
pared) + Pentid-Sulfas Tablets (200,000 u. with 0.5 Gm. triple sulfas) 
+ Pentid-Sulfas for Syrup (200,000 u. with 0.5 Gm. triple sulfas per 5 ce. 
when prepared) + Pentids Capsules (200,000 u.) + Pentids Soluble Tablets 


(200,000 a) For full information, a ey SQUIBB 


see your Squibb Bs to : 
Product Reference iBiB: Squibb Quality _ 
or Product Brief. ; the Priceless Ingredient 


ARE SQUIBB TRADEMARKS Se 


PENTIDS’@® AND ‘PENTIO’® 








A MAJOR ADVANCE 

IN DENTAL 

BRUSH DESIGN 
AND PERFORMANCE | 


BROXODENT | 


SQUIBB AUTOMATIC ACTION BRUSH FOR TEETH AND GUMS 











gentle but stimulating, 
SY controlled massage of gums — 
i stk safer, more effective, thorough 


ay cleaning of teeth 


in chronic marginal gingivitis and periodontitis “...one of the best 
aids in mouth hygiene to be developed in recent years... mouth 
hygiene is improved in less time and with less patient effort. .. . Gingi- 
val stimulation is improved with less patient education.... Once a 
patient uses Broxodent, he will very seldom return to the use of the 
ordinary toothbrush.” 

G. M. STEWART, D.D.S., UNIVERSITY OF PITTSBURGH, SCHOOL OF DENTISTRY, 
PITTSBURGH, PENNSYLVANIA* 






in handicapped patients, both children and adults “At the end of 18 
weeks 17 patients [diagnosed as severely retarded] demonstrated great 
improvement and 2 remained at moderate improvement....In the 
opinion of the author Broxodent fills a definite need for the oral 
hygiene of severely handicapped patients.” 
J. J. ADELSON, D.D.S., 30 W. 59TH STREET, NEW YORK 19, NEW YORK* 


in soft tissue problems, including periodontitis and periodontosis 
“Ten of the 12 patients experienced an improvement in their gingival 
lesions during use of Broxodent. Eleven patients had cleaner teeth 
when using Broxodent, and 10 reported a useful massaging effect with 
the instrument.” 


W. F. MAGUIRE, D.D.S., VETERANS ADMINISTRATION HOSPITAL, 
BROCKTON, MASSACHUSETTS.* 


BROXODENT® is a trademark *Clinical Research Notes. Vol. IV, No, 2, 1961 











MAKES IT EASIER FOR 

YOUR PATIENTS TO PRACTICE 
WHAT YOU PREACH— 
AUTOMATICALLY 


BROXODIENT 


SQUIBB AUTOMATIC ACTION BRUSH FOR TEETH AND GUMS 











a superior bristle — interchangeable brush unit. Brush unit of new, 
special polyamide, Rilsan®—durable, flexible, superior to nylon or 
natural fiber, shaped to reach every dental surface. Soft bristle tex- 
ture and rounded bristle ends are specially designed for automatic 
brush and massage action — nontraumatic to teeth and supporting 
tissue structure. Allergy or sensitivity to Rilsan bristles has not 
been observed. ; 
safe-to-use—easy-to-operate. Precision, Swiss-built motor unit (110 
v. A.C.) is thoroughly researched, carries the Underwriters’ Labo- 
ratories Seal—self-lubricating, watertight, shockproof, specially de- 
signed for long, trouble-free service. 


The patient merely attaches his personal brush unit and guides the 
instrument across buccal and lingual tooth and gum surfaces. 
BROXODENT automatically brushes in the recommended vertical brush 
motion—rapidly and efficiently cleaning every tooth surface, gently 
stimulating and massaging all supporting tissue structure. 


less time—less effort—less error. BROXODENT provides the three essen- 
tials most patients are not willing or able to give for correct home 
care of teeth and gums — time, effort, and correct brushing and mas- 
sage technique. Specifically, BROXODENT automatically assures in less 
than one minute the thorough cleaning and massage of teeth and 
gums that few persons can achieve in 3-5 minutes with an ordinary 
toothbrush. 


one BROXODENT motor unit serves the entire family. Fully guaranteed 
for one full year, BROXODENT is supplied with two interchangeable 
brush units, a plastic travel case, and a convenient bathroom wall 
rack, at leading pharmacies, for $19.75. Extra brush units (in a 
variety of colors) may be purchased separately, two for $.98. 


See your Squibb representative for complete details and demonstration, or write 
&.R. Squibb & Sons, 745 Fifth Avenue, New York 22, New York, 





SQUIBB DIVISION Olin.. NY. 


are | 











Editor 





















Managing Editor 
Art Director 
Articles Editor 
Features Editor 


Associate Editors 


Editorial Consultants 


Business Manager 

Research Director 

Production Manager 
Assistant Production Manager 
Advertising Sales Manager 


Midwestern Office 


Western Office 





M. J. GOLDBERG 
GEORGE L. GEIGER 
PENINA M. WISSNER 
ROBERT ZACKS 
PRINCINE MERENDINO 


MARTIN GEYLIN 
LOUISE SCHANZER 


HENRY S. CALITRI, D.D.S. 
HAROLD L. KATZ, D.D.S. 
LAWRENCE J. PEARSON, D.D.S. 
HERMAN S. ROCKOFF, D.D.S. 


RICHARD R. CUMMINS 
JEANNE OLSEN 
PETER O'MALLEY 


MARGERY WHELAN 
GEORGE F. PENNY 


654 Graybar Building 
420 Lexington Avenue 
New York 17, N.Y. 


rel. LExington 2-3735 


JACK ECKERT 
10 East Huron Street 
Il 


Chicago aR ° 
Tel. DElaware 7-0796 


JAMES C. GALLOWAY & CO. 


6535 Wilshire Boulevard 
Los Angeles 48, Calif. 
Tel. OLive 3-3223 








tem 


THE NATIONAL BUSINESS MAGAZINE FOR DENTISTS, OCTOBER 1961 





The Publisher's 


VIEW 


The Most Helpful 


Where should you turn for help 
with your practice management 
problems? 

To find out where you actually 
do turn, the independent re- 
search firm of Nowland and Com- 
pany recently polled a cross-sec- 
tion of practicing dentists. The 
Company—which has conducted 
similar surveys for such organiza- 
tions as Life magazine, N.B.C., 
Shell Oil, and du Pont—sent a 
questionnaire to every fortieth 
name on the list of practicing 
dentists maintained by the mail- 
ing firm of Clark-O’Neill, Inc. 
Perhaps you received one of the 
forms yourself. 

Nowland verified the responses 
for statistical accuracy, to make 
sure that all age brackets and all 
sections of the country were 
fairly represented. The question- 
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naire asked several things about 
four different magazines. Here 
are the results: 


Which magazine do you spend 
the most time reading? 


Journal of the ADA 32.2% 
DENTAL MANAGEMENT 31.6 
Dental Survey 15.3 
Oral Hygiene 12.8 


No preference or answer 8.1 


Which magazine do you find 
the most interesting to read? 


DENTAL MANAGEMENT 40.7% 
Dental Survey 18.6 
Oral Hygiene 17.4 
Journal of the ADA 15.5 


No preference or answer 7.8 


Which magazine helps you 
most with the financial and prac- 
tice management aspect of your 
practice? 


DENTAL MANAGEMENT 57.3% 
Dental Survey 11.4 
Oral Hygiene 10.2 


Journal of the ADA 7.1 
No preference or answer 14.0 
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THE PUBLISHER’S VIEW 


Of course, we're pleased with 
that result, achieved after only 
six months of publication. We'd 
like to take credit for it but hon- 
esty (not modesty) prevents it. 

About one-third of the articles 
appearing in DENTAL MANAGE- 
MENT to date were authored by 
practicing dentists, another third 
by independent investment, tax, 
and practice management au- 


thorities. And virtually all arti- 
cles were triggered by letters and 
requests (more than 60,000 so 
far) from the dentist-readers. 

As a clearinghouse of practice 
management ideas and informa- 
tion, DENTAL MANAGEMENT can 
never be better than you want it 
to be. 

Your past help is appreciated; 
your future help is solicited. END 








= For free descriptive brochure and prospec- 
tus, see your investment dealer, or mail 
this ad with your name and address to Dept. DM-2 


THE KEYSTONE COMPANY 
50 Congress St., Boston 9, Mass. 















Because of the stress and in- 
adequate nutrition which often 
accompany extensive dental 
procedures, STRESSCAPS are 
useful for rapid replacement 
of depleted water-soluble vita- 
mins...The therapeutic allow- 
ance of Vitamin C aids rapid 
healing... Restoration of nor- 
mal tissue metabolism may 
help provide a more favorable 
postoperative course. 

Packaged (30 and 100) in decorative 
“reminder” jars. 

Each capsule contains: 

Thiamine Mononitrate(Bi). . 10 mg. 
Riboflavin (B2) 

Niacinamide 


Calcium Pantothenate 
Average dose: 1 to 2 capsules daily. 


LEDERLE LABORATORIES, A Division of AMERICAN CYANAMID COMPANY, Pearl River, N.Y. > 





























It is a “good morning” when you can stride confidently 
down the hall, secure in the knowledge that community 
and profession look up to you. This stems from the feeling of 
accomplishment of doing the finest dentistry you 
are capable of doing; of rendering better service and 
more dentistry to your patients. Investigate PBP for 
yourself — it will benefit your patients, your practice and you. 


PROFESSIONAL BUDGET PLAN 
303 E. Wilson St. Madison 1, Wisconsin 


Please send me information on how PBP will benefit my practice. 
. Street Address 
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One number is not the same as any other in quot- 
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ing fees. Here’s how to find the ‘good’ figures 
BY BEN L. LOVENTHAL 

EARS AGO, during the de- my _ professional management 

pression of the ‘30's, com- firm. 
plaints about fees were far more The man (he happened to be 
common than they are today. an M.D.) shared space with a 
But I noticed an astounding young physician who often as- 
thing about the complaints re- sisted him at surgery. When he 
ceived by one client served by did, the physician paid the young 


The author, a member of the Society of Professional Business Consultants, is a partner in 
the Service Bureau for Doctors, Louisville, Ky. 
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YOUR FEE: ODDS OR EVENS? 


man $15 for assisting, and tacked 
a $15 charge on to the patient’s 
bill. So if the normal fee for a 
procedure was $100, the surgeon 
would charge $115; if the bill 
was usually $200, the surgeon 
would charge $215. 

The surgeon received the av- 
erage number of complaints 
about his $100 and $200 bills. 
But hardly anybody complained 
about the $115 and $215 charges. 
The condition was so pronounced 
that we made a detailed study of 
the man’s fees. Our findings: he 
had received proportionately 
twelve times as many complaints 
about the $100 fees as about the 
$115 fees. 

Those results were so dramatic 
that we convinced a number of 
dentists and physicians to quote 
fees in odd amounts. After a few 
years of experience, we could 
name the figures that produced 
the most patient resistance, and 
those that produced the least. 

For smaller cases, we found 
that figures ending with $1, $2, 
$3, $4, $6, $7, and $8 were more 
acceptable than $5, $10, $15, etc. 
That went on all the way up to 
$98. And numbers like $104, 
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$106, and $108 met less resist- 


ance than $100 for the 


work. 


same 


Going up higher, we found the 
preferable figures to be $110, 


$115, $135, $165, $185, $195, 
$210, $215, $235, $265, $285, 


$295 and so on, up to the $500 
range. The undesirable figures 
were $50, $75, $100, $125, $175, 
$200, $250, $275, $300, etc. 


How to Round Off 


Strangely enough, we found 
that the really high figures could 
be rounded off to the hundred 
dollars—as long as it was an odd 
hundred dollars. The following 
all proved to be good, readily 
accepted figures: $600, $700, 
$800, $900, $1,200, $1,600, $1,800. 
The numbers $1,000, $1,500, and 
$2,000 are not as good. -The pat- 
tern continues all the way up; a 
$3,300 fee is more readily ac- 
cepted than a $3,000 charge for 
the same work. 

Why is all of this so? I suppose 
it would take a specialist in ab- 
normal psychology to find out. 
Perhaps it’s because people are 
used to paying odd amounts for 
the other things they buy; per- 


OCTOBER 1961 


haps it’s because they feel the 
fee is calculated precisely and 
not just picked out of the air. I 
don't know for sure. I'm only re- 
porting what I've observed in 
more than thirty years of work- 
ing with dentists. The results are 
too conclusive to be doubted. 

Does all of this mean that I 
recommend you _ systematically 
overcharge every patient by $10 
or $15, just so you can quote an 
odd fee? No, indeed. But if a 
$115 charge is more likely to be 
accepted than a $100 one, why 
not charge the $115. Then after 
youve completed the work, if 
you feel the fee was too high, 
you can simply tell the patient 
that the treatment was less com- 
plicated than you anticipated 
and you're reducing your fee by 
$15. 

Try that some time if you want 
to build a patient’s respect and 
loyalty, and to convince him of 
the essential fairness of your fees. 
And, of course, youre protected 
if the work turns out to be more 
complicated and time-consuming 
than you expected. You just let 
the original fee you quoted stand. 

But never quote a fee in the 
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form of a range. For example, 
don't say that the work will cost 
between $100 and $115. The pa- 
tient will only remember the 
lower figure. If the final bill 
turns out to be $101, he'll com- 
plain of an overcharge. It’s far 
better to quote the $115 fee at 
first, and then reduce it if cir- 
cumstances warrant. 

Either way it goes, odd fees 
are best for you and best for the 
patient. He'll more readily ac- 
cept the dentistry he needs, and 
youre protected against unex- 
pected complications. END 





To Tell the Truth 


Never mind wiping that grin off 


your face, Doctor. Just give the 
rest of us a chance to chuckle, too. 
You send in the facts; we mail you 
a bit of pocket money (if your an- 
ecdote appears in DM). Address: 
DENTAL MANAGEMENT, Ridgeway 


Center Bldg., Stamford, Conn. 
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Retirement Income... 


This new retirement program allows you to trav- 
el your own savings-investment path, more cheap- 
ly and efficiently than you ever could before 


BY MARTIN GEYLIN 


HAT’s the best route to re- 
tirement security? Is it via 
common stocks—which offer a 
chance for capital gains, but also 
the risk of capital loss? Or is it 
via fixed-dollar investments—sav- 
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ings accounts, bonds, annuities, 
and the like—which protect you 
against loss but offer little chance 
for appreciation? 

If you put those questions to a 
dozen different investment au- 
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thorities, you're likely to get a 
dozen different answers. But one 
principle theyll all probably 
agree on—balance. In some man- 
ner and in some degree, you 
should hold both—equities for 
fixed-income _ invest- 
ments for safety and stability. 

But the toughest question re- 
mains—how to set up a balanced 
retirement program wisely and 
economically. 


growth, 


There is a new way, just open- 
ing up to the dental profession. 
The plan was originally set up at 
the initiative of the American 
Academy of General Practice, a 
national organization of 27,000 
family physicians. But all profes- 
sional associations can join it. 
One dental society already has, 
and others are considering it 
also. The plan was designed and 
is administered by R. B. Jones 
and Sons, a 72-year-old Kansas 
City, Missouri, insurance firm. So 
for simplicity we'll call it the 
Jones Plan. 

“We concluded that an ade- 
quate retirement program had 
to accomplish two things,” says 
Alfred J. Hoffman, vice president 
of Jones. “First, it had to provide 


a man with some income for the 
rest of his life, and the life of his 
wife if he chooses. Second, it had 
to provide the best possible pro- 
tection against future inflation. 

“For number one, we decided 
on a fixed-dollar annuity plan. 
For the second, we decided on 
a broadly-diversified common 
stock investment. There’s no way 
to insure against inflation but, in 
the past, good common stocks 
have offset the shrinking value of 
the dollar.” 

So as the plan stands, it has 
two separate elements, a mutual 
fund and an insurance annuity. 
The mutual fund is a new invest- 
ment company set up primarily 
for the Jones Plan, and it offers 
fund shares for much less than 
the “loading” charge levied by 
most others. The insurance an- 
nuity is a group-type arrange- 
ment offering a guaranteed re- 
tirement income, also at favor- 
able premium rates. 

You decide for yourself how 
much money you: want to set 
aside each month or quarter for 
retirement. And you also decide 
how you want the money divided 
between the two investment me- 
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dia—all in the mutual fund, all in 
the annuity, or split up in any 
way you want. 

Since the two different parts of 
the plan are separable, let’s look 
at each individually: 

1. The Mutual Fund. The 
fund is called the Associations 
Investment Fund. It’s like other 
mutuals, except that it’s new and 
was set up primarily as an invest- 
ment vehicle for the Jones Plan. 
Instead of the 7% or 8 per cent 
youre charged to buy most other 
mutual fund shares, the Associa- 
tions Investment Fund charges 6 
per cent on the first $1,000 you 
invest, 2 per cent on anything 
you invest over that. 


Managed by Babson 
The Fund's investments are 
managed by David L. Babson & 
Company, a Boston counselling 
firm. It now manages investment 
accounts totalling almost half a 
billion dollars, including the 
Aberdeen Mutual Fund, one of 
the most consistently successful 

growth-stock mutual funds. 
Why a new mutual fund for 
the Jones Plan? The Securities 
and Exchange Commission is the 
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reason. Several years ago, a few 
professional groups negotiated 
special low commission rates for 
mass purchases of mutual fund 
shares. But then the S.E.C. 
stepped in and ruled that illegal. 
It held that a fund could not of- 
fer a special preferential rate to 
one group that it did not offer to 
everyone. Thus, a new fund had 
to be set up, essentially directed 
to professional associations, and 
offering the same low commis- 
sion charge to all. 

Payments to the Associations 
Investment Fund can be made at 
any time and in any amount 
(above a low $15 minimum) you 
choose. The idea is to 
make steady, regular purchases, 
but you don’t have to. The cus- 
todian of the plan, the City Na- 
tional Bank and Trust Company 
of Kansas City, holds the Fund’s 
portfolio of securities, cash, and 
other assets. 

The Fund’s investment goal is 
long-term gain, with immediate 
income secondary. In fact, unless 
you specify otherwise, all divi- 
dends are automatically rein- 
vested. There’s no commission 
charge at all for that. 


whole 
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JONES PLANS, INC. 


Pension and Retirement 
Plan Counselors... 


Administrator for the retirement plans of the 


AMERICAN ACADEMY OF GENERAL PRACTICE 


LOS ANGELES DENTISTS RETIREMENT 
ASSOCIATION 


Both of which feature 
*ASSOCIATIONS INVESTMENT FUND, INC. 


A common-stock, mutual fund seeking possible 
long-term growth of capital and income. 


DAVID L. BABSON 


& COMPANY 


89 BROAD STREET 
BOSTON 10, MASS. 
LIBERTY 2-4065 
Investment Counsel to: 


ASSOCIATIONS INVESTMENT FUND, INC. 





*A free prospectus may be obtained from: 
JONES PLANS, INC. Manager and principal underwriter 


301 W. 11th STREET, KANSAS CITY, MISSOURI « VICTOR 2-2611 
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You can cash in your holdings 
any time you want, taking a 
lump sum in cash, Or, you can 
arrange to have your shares re- 
deemed in installments, so you 
can get the money back over a 
period of years. Or, you can 
switch the cash to the other part 
of the plan, and buy an annuity 
with it. 

“We built in as much flexibil- 
ity as possible,” says Alfred Hoft- 








INCOME: 


man. “We had to. The income of 
dentists and other professional 
people can fluctuate quite a bit. 
Under the plan, a man can start 
or stop payments whenever he 
wants, and get his money back at 
will. There’s no penalty any- 
where along the line, as there is 
with some other mutual fund ac- 
cumulation plans.” 

2. The Annuity. This part of 
the plan is underwritten by the 


sw 


GA 


“We'll locate and handle your delinquent accounts with 
courtesy, discretion and tact, Doctor.” 
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Connecticut General Life Insur- 
ance Company, one of the oldest 
and largest in the country. It 
guarantees you an income for 
life; you can't outlive it. You pick 
the age at which payments be- 
gin, and also the way the money 
is to be paid out. 

For example, you could pick a 
“10-year certain” plan. Under it, 
youre sure to receive at least ten 
years of income from the annuity. 
If you die before receiving it, 
your survivor gets the rest. If you 
live longer, payments continue 
for the rest of your life. 

Or, you could choose a “joint 
and survivor” plan. Under that, 
both you and your wife are guar- 
anteed an income for as long as 
either one of you lives. 

The size annuity you get de- 
pends, of course, on how much 


If you start contributing 
at age... 


30 
35 
AC 

45 
50 
55 
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you've contributed to the plan, 
your age when you contributed 
it, the age you retire, and the 
pay-out method you pick. The 
premium rates are lower than 
you could get for yourself on a 
similar individual policy. 

Below is a sample of what 
your annuity contributions could 
buy. The table assumes you start 
contributing $100 a month at the 
listed ages, continue until you 
retire at age 65 or 70, and then 
begin to draw payments under 
the “10-year-certain” plan. 

The annuity plan has the same 
kind of flexibility built into it as 
the mutual fund. The assumption 
is that youll invest a_ fixed 
amount each period and leave it 
until youre ready to retire. But 
within broad limits, you can put 
in any amount you want, when 


You get this much a month after 
you retire at age... 


65 70 
$480.89 $695.66 
374,87 551.83 
284.74 429.73 
208.09 326.07 
142.91 238.05 
87.42 163.28 
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you want, and draw out your ac- 
cumulated investment when you 
please. 

That accumulation—your “cash 
value” in the policy—draws inter- 
est at a guaranteed minimum 
rate of 34% per cent. And it com- 
pounds tax free. You're taxed on 
that interest only when you re- 
ceive it, normally after you retire. 
The rest of the annuity is tax 
free, since its really your own 
money coming back to you. 


Mechanics Simple 


The mechanics of investing in 
either the mutual fund or the an- 
nuity are simple enough. The 
minimum is $15 a month for each 
plan, $30 if you participate in 
both. The payments can be made 
monthly, quarterly, semi-annu- 
ally, annually, or at random. You 
send in your check to the plan 

and it’s 
mutual fund and 
the annuity plan, according to 
your order. You get back a state- 
ment the payment, 
and showing the cumulative rec- 
ord of all your past contributions. 

What would happen to your 

retirement program if you gave 


administrator, divided 


between the 


recording 
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up your dental society member- 
ship? You could go right on buy- 
ing shares in the mutual fund, 
but you could no longer invest in 
the annuity. You could leave in 
your past annuity contributions 
and collect the income when you 
retire. Or, you could take out the 
money whenever you want in a 
lump sum. 

How the Jones Plan 
worked out so far? For the physi- 
cian-members of the 


has 


American 
Academy of General Practice, 
the plan went into effect just 
about one year ago. Some 1,200 
physicians now belong, each in- 
vesting an average of about 
$1,000 a year in both plans. 
During the first year of opera- 
tion, the Associations Investment 
Fund 16.8-per cent 
gain in net asset value per share, 
which is impressively more than 
the 12.7-per cent increase in the 
Dow Jones Industrial Average 


showed a 


over the same one-year period. 
The annuity part of the plan, of 
course, does not fluctuate in 
value. 

Where do dentists fit into the 
plan? As yet, only one dental 


group, the Los Angeles Dentists 
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$695.00 


New Dansereau Mark VI 
Comfort Contoured 
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e New tapered back permits Dr. and 
assistant to work closer to patient 
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jos. dansereau dental manufacturing co., 14659 arminta st., van nuys, calif, 









































Retirement Association, has 
joined. And it participates in only 
the mutual fund feature of it. 

The LADRA program was 
launched last December, with all 
4500 members of the Southern 
California Dentists Association 
eligible to join it. As of August 1, 
one hundred dentists were par- 
ticipating. 

Actually, LADRA 


the goes 


SEND $1 NOW 
FOR YOUR OFFICIAL 
S&P MASTER LIST 


| 
! 
| 
| 
Some stocks may be added and . 
rated buy. Some stocks may be | 
deleted and rated sell. New list | 
recommends: | 
© 22 Stocks for Income | 
© 31 Stocks for Capital Gain plus | 
Income | 

® 20 Stocks for Long Term Capital 
Growth 

All, in our opinion, priced below | 
their future potential value! Be one | 
of the first to receive this list. Send. | 
$1. Attach or mention this ad. | 
We'll include, at no extra cost, 4 | 
weekly editions of The OUTLOOK |! 
($6 value for $1). New readers ; 
only, subscribers covered. 
! 

I 
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STANDARD & POOR'S 


rving Investors 101 Years 


445 Hudson Street, New York 14, N. Y. 
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back a good deal further than 
that. It was organized by five Los 
Angeles dentists in.1956, as a sys- 
tematic means of investing for 
retirement. Some 450 men set 
aside almost $2,000,000 in mutual 
fund shares. Then came the 
S.E.C. ruling, prohibiting special 
rates for large-scale buyers. It 
was then that LADRA turned to 
the Associations Investment 
Fund, which offers the low 2 per 
cent commission rate to all. 

Can you, too, participate in the 
plan? You can join the mutual 
fund as an individual. But you 
can participate in the annuity 
only if your dental society agrees 
to sponsor it. You can't join indi- 
vidually. 

The annuity portion of the 
plan is now available in all states 
except Ohio. The mutual fund 
portion had to be registered with 
each state securities department. 
It's now been approved in all 
states except Alaska, Idaho, Mon- 
tana, New North 
Carolina, And 
those states are expected to okay 
it soon. 

Then there’s the K 
think 


Hampshire, 
and Wisconsin. 


Keogh Bill to 


about. If Congress ever 
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In 1958 Fidelity Bankers Life Insurance Corporation 
of Richmond, Virginia, underwrote the MIDAS plan 
of the Maryland State Dental Association, 


After three complete years, a record of performance 
has been established which is both gratifying and 
promising. 

Dentists, either as individuals or as officers, or as com- 
mitteemen of dental associations, who have further in- 
terest in this concept may obtain information by writ- 


ing the Administration Office, 1402 Court Square 
Building, Baltimore 2, Maryland. 


Fidelity Bankers Life Insurance Corporation 


Richmond, Virginia 
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does pass the measure, allowing 
you a tax deduction for your per- 
retirement the 
Jones Plan would be adjusted to 
take advantage of it. Your contri- 
butions to the plan, within the 


sonal savings, 


limits of the law, would become 
tax deductible. 

The entire plan, and the Mr 
pas plan by the 
Maryland State Association, will 
be aired this month at the Amer- 
ican Dental Association annual 
meeting. It’s hard to say how fast 
the idea will catch on. It should 


sponsored 
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appeal to many, because it can 
be adapted to so many different 
savings-investment programs. 

For example, if maximum 
safety is your investment aim, 
you can put all of your money in 
the annuity portion of the plan. 
If youre willing and able to run 
some risks in the hopes of bigger 
gains, you can put most or per- 
haps all of your funds in the mu- 
tual fund. 

As you see, the Jones Plan is 
only a vehicle. The direction it 


takes is up to you. END 


oh hal a 
About the MIDAS Plan 


For more than three years, the Maryland State Dental 
Association has had a retirement plan much like the Jones 
arrangement. Now, for the first time, it too is being made 
available to other professional associations. 

Called the Minas Plan, the Maryland arrangement also 
gives participants a systematic means of balancing their re- 
tirement savings, with the economies of mass purchasing. 
But there are some significant differences between the 
mips and the Jones Plans. Basically, mmas is a tripod: 

The first leg is a mutual fund, which serves as a hedge 
against inflation. No sales commission or redemption fee is 


ever charged. 


The second leg is a group annuity, which acts as a hedge 


against recession. 
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The third leg is a group life insurance, which hedges 
against death. Each participant is covered for $10,000. 

The minimum contribution to the mupas plan is $25 a 
month, or $300 a year. Of that minimum, the plan trustees 
apportion part to pay for the group life insurance. The re- 
maining balance is divided equally between the group an- 
nuity and the mutual fund. 

Suppose, for example, a 38-year-old member contributes 
$25 to the plan. At his age, $5 must go to pay for the life 
insurance. Of the remaining $20, $10 will be invested in the 
group annuity and $10 in the mutual fund. If he deposits 
any more (up to $1,500 is allowed each year), the excess is 
divided equally between the annuity and the mutual fund. 

At the end of each year, the mortality experience of the 
group life insurance program is reviewed. If there’s any re- 
fund, it’s credited to the individual members and divided 
between the fund and the annuity. Last year, each contrib- 
uting member received a 23.8-per cent tax-free return on 
his group life insurance deposits. 

Thus, the mips Plan has built-in safeguards which force 
the participants to balance their retirement savings on all 
three legs of the tripod. Under the Jones Plan, each partici- 
pant decides for himself how his deposits will be divided 
between the annuity and the mutual fund. 

“The mupas Plan is not a toy,” says Dr. Conrad L. Inman, 
Jr., chairman of the Plan’s Board of Trustees. “The retire- 
ment security of a professional man is a serious business, and 
shouldn't be subjected to whims. It shouldn’t be a deferred 
spending account for the purchase of automobiles, fur coats, 
or yachts.” END 
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BUY (or maybe SELL) 
a 
practice 


BY J. PAUL REVENAUGH 
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What is a practice worth? The buyer 
and seller look at it with different eyes and see 
things in different ways. Here’s how they can come 
together, in a way fair to both 


oxitates) 


ACH year, several thousand 
men enter the market to buy 
a dental practice. Some are just 
starting their careers; others are 
changing their locations or 
switching from a salaried job. 
Thousands of other men each 
year put their practices up for 
because of death, 
ment, or other personal reasons. 
Properly handled, a_ practice 
transfer can be a boon to both 
parties. For the seller, it’s a 
chance to dispose of all his 
fair market 
price, and cash in the goodwill 
he’s been years a-building. For 
the buyer, it’s a chance to step 
into an active practice without 
going through the 


sale retire- 


equipment at a 


countless 


headaches of opening a fresh 
office. 

How to bring buyer and seller 
together, in a way that’s fair and 
equitable to both? 

I'll answer that primarily in 
terms of the buyer. But if you're 
now or soon will be thinking cf 
selling your practice, you'd bet- 


ter learn how to look at that 


practice through the eyes of a po- 
tential buyer. 

First question: Why buy a 
practice instead of setting up 
your own? There are some siz- 
able advantages. 

Someone else has spent hours 
poring over layout plans. Some- 
one else has paid those big car- 


pentry and plumbing bills. 


The author, a member of the Society of Professional Business Consultants, is president of 
Professional Business Management, Inc., Chicago, Ill. He teaches dental practice manage- 
ment at Northwestern University, and has handled hundreds of practice sales in the last 


decade. 
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IDEA FOR 


PREVE NTIVE CARE First of a series 


AY-VIEW: 


... free to the profession, on request 
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Piace the RAY-VIEW card on your radiograph 
viewer with the l ... your patient 
sees a mouth with no apparent pathology. 


“When a patient raises a vague objection to radiographs, it usually can be 
traced to ignorance and confusion? a Midwestern dentist told us. “Of course 
we can simply insist on x-ray pictures; he said, “but once a patient learns the 
benefits of radiographs, I get genuine cooperation, and a much stronger dentist- 
patient relationship” Professional attitudes like this led to the development of 
the Ray-View, a quick, memorable way to explain the need for radiographs. 





As you know, your professional advice about home-care aids also is appreciated 
by patients. When it comes to selecting a dentifrice, many patients are confused 
because they do not understand the significance of the clinical studies that proved 
Crest’s effectiveness. These patients continue to use regular toothpaste—when they 
could be benefiting from Crest’s added protection against decay. (Studies have 
shown that Crest reduces the caries incidence by 21% —49% depending on condi- 
tions of use.) 











— 





of ideas gathered from various sources by the Professional Services Division of Procter & Gamble... 


patient teaching aid for radiographs 
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Turn your viewer LIGHT ON, and the patient 
sees the pathology hidden ‘‘beneath the surface” 
(printed on the back of the RAY-VIEW). 
J oat 
rs If you would like to have a Ray-View card 
. } A Ad | for your office, just ask your Crest Professional 


¥ t Services Representative, or write “RAY-VIEW” 
Keds —< on your card or letterhead and mail to 
———— ” 


WI) <e>. RAY-VIEW, Box 234, Dept.KK, Cincinnati 99, Ohio. 


=> = = Zz pe (No obligation, of course.) 
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BUY OR SELL A PRACTICE 


Someone else has sat around for 
weeks, perhaps months, waiting 
for the first patients to arrive. 
Generally, it costs no more to 
buy a practice than set up your 
own. And you do get an immedi- 
ate income from the patients you 
take Even if the list is 
small, you have the nucleus for 
building your practice. 


Over. 


When you buy a practice, you 
take over both tangible things 
( files, equipment, furniture ) and 
also a host of intangibles ( good- 
will, location, patient loyalty). 
You've got to evaluate each sep- 
arately. 


Evaluating Tangibles 

The tangibles are easiest. Look 
over the equipment and see how 
old it is and what the condition 
is. Is it still serviceable or will 
it need reconditioning? Is it rea- 
sonably complete or will you 
have to buy many additional 
items? 

You can have the equipment 
appraised by a reputable sup- 
plier, and get a fair dollar value 
put on it. Clearly, the practice 
should be worth at least the value 
of the tangible equipment. 
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Is it worth any more? That de- 
pends on the intangibles. Patient 
loyalty is the most important, and 
also the hardest to evaluate. 

Youll find your best prospect 
in a practice that has been ac- 
tive up until the time of the sale. 
The worst prospect is a practice 
that’s shrunk because of the ill- 
ness of the seller. Thirty days is 
usually the longest possible delay 
if the seller has died, unless 
there’s a shortage of dentists in 
the community. After that pe- 
riod, the practice is seldom 
worth more than the physical 
equipment. 


Checking Intangibles 
Here are some of the other 
things you'll have to check in de- 
ciding the intangible value of 
the practice: 
1. The location. Of course, 
youll look for the same things as 


,if you were setting up a new of- 


fice—the parking facilities, com- 
munity income, number of other 
dentists in the area, etc. 

In judging location, you have 
an advantage over the dentist 
starting out fresh. You can actual- 
ly see the results of the location 
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Product names 
for Pfizer broad-spectrum antibiotics 
have been simplified 





the name now is simply... Terramycin 


OXYTETRACYCLINE WITH GLUCOSAMI! 





formerly named 
Cosa-Terramycin® Capsules 
Cosa-Terrabon* Oral Suspension 
Cosa-Terrabon Pediatric Drops 


now named 

Terramycin® Capsules* 
Terramycin Syrup 
Terramycin Pediatric Drops 


and simpler names for these Terramycin-containing formulations: 


Cosa-Terrastatin® Capsules 


Cosa-Terrastatin for Oral Suspension 


Cosa-Terracydin® Capsules 


Terrastatin® Capsules 
Terrastatin for Oral Suspension 
Terracydin® Capsules 





the name now is simply... Tetracyn 


LINE WITH GLUCOSAMINE 





formerly named 
Cosa-Tetracyn® Capsules 
Cosa-Tetrabon*® Oral Suspension 
CGosa-Tetrabon Pediatric Drops 


now named 

Tetracyn® Capsules* 
Tetracyn Syrup 

Tetracyn Pediatric Drops 


and simpler names for these Tetracyn-containing formulations: 


Cosa-Tetrastatin® Capsules 


Cosa-Tetrastatin for Oral Suspension 


Cosa-Tetracydin® Cansules 


Tetrastatin® Capsules 
Tetrastatin for Oral Suspension 
Tetracydin® Capsules 





the name now is simply... signemycin 


4 GLUCOSAMINE-TRIACETYLOLEANDOMYCIN 





formerly named 

Cosa -Signemycin® Capsules 
Cosa -Signebon* Oral Suspension 
Gosa-Signebon Pediatric Drops 


now named 

Signemycin® Capsules 
Signemycin Syrup 
Signemycin Pediatric Drops 


*Terramycin and Tetracyn Capsules without glucosamine are no longer available 


Science for the world’s well-be 


f : > '< 
9° (Pfizer) PFIZER LABORATORIES Division, Chas. Pfizer & Co., Inc. New York 17, N. Y. 











BUY OR SELL A PRACTICE 


—whether it really does attract 
the people in the neighborhood 
you want, whether they not only 
have the money for good den- 
tistry but are willing to spend it, 
whether the competition is too 
severe. 

2. The type of patients. In ad- 
dition to checking such obvious 
things as their income, educa- 
tion, and the general level of 
dentistry they demand, check 
on how easily they can be trans- 
ferred to you. 

One young man 
thriving Chicago practice a few 


bought a 


vears ago and, to his astonish- 
ment, promptly lost half the pa- 
tients. He should have expected 
it. Most of the patients had once 
lived in town, but then moved to 
the suburbs. They continued go- 
ing to their old dentist out of 
personal loyalty to him. But that 
loyalty went out the window 
once he sold out to a new man. 
They switched to dentists closer 
to them. 

3. The type of practice. Does 
the selling dentist have high 
fees but relatively few patients, 
or low fees and relatively more 
patients. A high-fee practice of- 
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fers little opportunity to a pro- 
spective purchaser. Reason: the 
mouths have been completely 
cared for. You won't get much in- 
come by retaining the patients. 
A volume practice—500 to 700 
active patients—is your best buy, 


even if the sellers fees have 
been a little on the low side. 
From that, you can shape your 
practice the way you want it. 
But you're asking for trouble if 
you buy a practice and raise the 
fees immediately. Nothing alien- 
ates patients faster than a new 
(and usually younger) dentist 
substantially upping his prede- 
cessors fees. You'd better keep 
your fees for fillings, prophylaxis, 
and X-rays at about the old level 
for a while at least. With pros- 
thetic work, have 
leeway in raising fees to the 


you more 
community average. 

Another thing to consider is 
whether the practice is special- 
ized or general. Specialty prac- 
tices depend on referrals, and 
that’s hard to transfer unless, as 
in orthodontia, you have uncom- 
pleted contracts. 

4. The selling dentist's reputa- 
tion. He’s endorsing you by sell- 
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ing you his practice. And in a 
sense, youre endorsing him by 
buying it. If he’s had any per- 
sonal difficulties in the commu- 
nity, some of that is going to rub 
off on you. 

Will the selling dentist's pa- 
tients continue to come to you? 
Yes they will, most of them at 
least, if the transfer is handled 
properly. People are creatures of 
habit and you should be able to 
retain a majority of the patients. 
With a start like that, plus your 
own new patients, you should be 
able to gross more than the out- 
going dentist in the very first 
vear of the take-over. 

But that doesn't happen auto- 
matically. There 
things you can do to help the 


are several 
process along. 

e Retain’ the same _ tele- 
phone number. When a patient 
calls the old number and finds 
it's disconnected, he automati- 
cally looks for another dentist. 
You can arrange with the tele- 
phone company, in advance, to 
take over the outgoing dentist's 
phone number. 

e Retain the same 
Nothing gives an office quite the 


assistant. 
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same feeling of continuity as the 
same assistant. If the assistant is 
reluctant to stay with you, it’d be 
worth your while to offer her a 
small bonus if she'll remain, say, 
six months. At the end of that 
time, when most of the patients 
have grown to know you per- 
sonally, you and the assistant 
can decide whether it’s mutually 
advantageous for you to con- 
tinue together. 


Don't Change Setup 

e Make no drastic changes in 
the physical setup of the office, 
not for the first year at least. The 
reason, again, is to establish the 
continuity of the practice—noth- 
ings changed except the den- 
tist. 

¢ Request the selling dentist 
to send a letter to all patients 
announcing the changeover the 
day he steps out of the practice. 
Don't have him introduce you 
personally. 

I know that’s contrary to most 
of what’s been written on the 
subject. But the results that 
we ve seen, documented by hun- 
dreds of practice sales, are too 
clear to be doubted. 
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BUY OR SELL A PRACTICE 


The letter should tell the rea- 
son for the sale (such as death or 
retirement ), introduce the buyer 
and tell something about his per- 
sonal history, and tell about the 
disposition of the outgoing den- 
tist’s X-rays. It 
should be signed by the outgoing 


records and 


dentist or his widow. 


Cost of Practice 

Now comes the key question: 
What should a practice cost? 
This is customarily figured at the 
fair market value of 
and equipment, 
one-quarter to one-half of the net 
of the 


furniture, 
fixtures, plus 
earnings (after expenses ) 
prior twelve months. 
For example, if the tangible 
equipment is valued at $7,000 
and the man netted $20,000 the 
year before, you might pay any- 
where between $12,000 to $17.- 
000 for the practice. Of course, 
there are special circumstances 
that might make it worth more 
or less than that. As I’ve men- 
tioned, if the selling dentist had 
been dead more than a month, 
normally the practice isn’t worth 
more than the $7,000 value of the 
equipment. And if a_ practice 
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has an unusually good location 


and promise of future growth, 
you might be willing to pay a bit 
more than $17,000. But that 
won't happen often. 

To check on the outgoing den- 
tist’s income, just ask to see a 
copy of his last income tax re- 
turn. 

If a professional business con- 
sultant is available to help you 
evaluate the desired practice, by 
all means use him. He'll save you 
time and money in making the 
transaction effective. And he 
will try to achieve that “meeting 
of minds” between buyer and 
seller that will be fair to both. 


Legal Problems 

Now how do you go about the 
legalities? 

You don't! Don’t try to handle 
the purchase (or the sale) of a 
practice without a lawyer. You 
need his special knowledge to 
keep you clear of entanglements. 
And he will be looking out for 
your interest when the final pa- 
pers are drawn. 

Among, the legal problems to 
be handled: 

The lease. You should make 
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sure, if the office is in rented The accounts _ receivable. 
quarters, that you can take over These normally remain the prop- 
the seller’s lease. erty of the seller. But the buying 





What is a Dental Practice Worth? 


Here are some practices that recently changed hands. 
Judge for yourself what you think they should bring, 
then check page 57 for the actual sales prices: 


Practice A: The dentist had just spent a good deal 
of money in leasehold improvements, but now had de- 
cided to retire. The undepreciated value of the physi- 
cal assets was $13,000. The net income was about 
$28,000 a year on a gross of $50,000. The practice was 
general, but included a good deal of work on fixed 
bridges and Chayes attachment cases, 


Practice B: This practice showed a net income of 
$33,000 a year in a wealthy suburban community. Al- 
most all the equipment was old, but was in excellent 
working order and worth about $6,000. The rent was 
low because the dentist had paid for all leasehold im- 
provements himself. The practice was being sold be- 
cause the dentist had died. 


Practice C: This was an orthodontia practice. The 
tangible equipment was worth about $4,000 and the 
seller had $20,000 in contracts still to be completed. 
The selling dentist wanted to move to another com- 
munity. 
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BUY OR SELL A PRACTICE 


doctor agrees to collect and re- 
mit them to the seller. 

The restrictive clause. This 
prohibits the selling doctor from 
practicing in the neighborhood 
for a period of years. Such a 
clause doesn’t always stand up 
in court if unduly restrictive, 
but it’s a good thing to have 
anyway. 

Patient complaints. There's 
bound to be some remakes and 
patient complaints about the 
seller's work after he steps out. 
The sales agreement should say 
how they're to be treated. 


Other Legal Traps 
And there are other legal traps 
along the way. For example, a 
seemingly-simple thing like the 
the different 
the practice are valued can cause 


way elements of 
trouble. In one recent practice 
transfer I know about, the sales 
contract specifically broke the 
$15,000 selling price to $10,000 
for the furniture and equipment, 
$5,000 for goodwill. 

What's wrong with that? The 
$10,000 for equipment is a capi- 
tal expense, and can be claimed 
in annual depreciation deduc- 
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tions. But “goodwill” doesn’t de- 
preciate; you can't claim a tax 
deduction for it. 


Conflicting Decisions 

Tax decisions on the treatment 
of goodwill are so conflicting that 
you should turn to your local 
professional management man, 
accountant, or lawyer for advice. 
The $5,000 might be called a 
payment to the seller for his ef- 
forts in consulting with you after 
the take-over, or for his efforts in 
transferring the patients, or it 
might be classified as payment 
for the covenant not to compete 
with you. The complexion of 
these tax decisions changes al- 
most daily. 

As a final guide for you when 
searching for a practice, look for: 


1. A selling dentist with an en- 
viable reputation and an income 
worth duplicating. 

2. An active volume practice. 

3. A. good location in a thriv- 
ing community. 

4, Fair amount of professional 
competition. 

5. Equipment in good work- 


ing order. END 
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Convention Deductions 


You know that your convention expenses are tax 


deductible. But are you sure you're making the most 
of the deduction, and have read) proof to back it up? 


NE day, perhaps six months 
from now, youll have to 
wrestle with Form 1040 to claim 
a tax deduction for your dental 


convention trips. And on another 


day, perhaps two or three years 
from now, you may be called 
upon to prove it. 

Of course, professional con- 
ventions are an ordinary and 
necessary part of your dental 


BY RONALD KING, LL.B. 


practice. As such, your conven- 
tion expenses are tax deductible. 
But now, when the trips are 
fresh in your mind, is the time to 
record your deductions and es- 
tablish your right to them. 

These are the questions den- 
tists most often ask me about 
convention deductions: 

Q. What expenses can I de- 
duct for a convention trip? 
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CONVENTION DEDUCTIONS 


A. Just about everything nec- 
essary for you to make the trip. 
That includes the obvious things 
like the cost of transportation, 
hotel accommodations, registra- 
tion fees, and meals. It also in- 
cludes a few less obvious things 
like tips, professional entertain- 
ing, and local taxes. 

If you're attending the Amer- 
ican Dental Association meeting 
this month, for example, keep 
your eye open for the Pennsyl- 
vania sales, cigarette and liquor 
taxes, and the Philadelphia taxes 
on amusements and hotel occu- 
pancy. All are tax deductible. 

As part of your convention 
equipment, pack along a little 
black book. In it, record all the 
little expenses you wont get re- 
ceipts for. That includes such 
things as cab fares, phone calls, 
parking charges and restaurant 
meals. If your major convention 
expenses are all receipted, your 
little expenses listed in the diary 
shouldn’t be disputed. 

Q. What's the best way to 
keep my convention expense rec- 
ords? 

A. A simple envelope will do 
very nicely. Drop into it all your 
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receipts, cancelled checks, and 
credit card bills for the trip. In- 
clude a copy of the convention 
program, with the sessions you 
attended checked off. And, of 
course, drop in your little black 
book. 

Q. My wife’s coming with me 

on my convention trip. What, if 
anything, can I deduct because 
of her? 
A. Generally, not a thing. Even 
if she helps along by packing 
and preparing for the trip, at- 
tending some of the practice 
management sessions, or even by 
working in the ladies auxiliary, 
you probably won't be able to 
claim her expenses. 

In the cold gray prose of the 
Internal Revenue Service: “The 
wife’s performance of some inci- 
dental service does not cause her 
expenses to qualify as deductible 
business expenses.” The test: Is 
her presence at the convention 
really necessary to your practice? 
With rare exceptions, the answer 
is No. 

Q. If that’s the case, how do I 
allocate the expenses we share 
together, like hotel accommoda- 
tions and _ transportation. Cut 
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FREE 


for dentists who are tired of 
watching others grow rich 


“A METHOD FOR PUTTING AWAY 
$250,000 -—TAX FREE” 


Yours FREE—if you act at once 
(only a few hundred copies are 
left)—the report that shows you 
how doctors earning $15,000 to 
$20,000 a year can build a quarter 
of a million dollars free of taxes. 
It shows you the 8 specific ways 
you can do this—the 8 tax strate- 
gies designed especially to he!p 
people in the dental profession. 
They are: 


l A tax arrangement that can multiply 
* your personal wealth by as much as 
2\% times over the next 10 years. 
With this method, you lay aside a 
part of your earnings in a retire- 
ment fund that builds up tax-free. 


9 Three little-known tax techniques 

«* that can increase your annual NET 
INCOME by almost 10%. (One doc- 
tor was able to increase his net in- 
come by more than $2500, simply by 
changing his billing methods!) 


3 How to shift portions of your income 
* to other members of your family who 
are in lower tax brackets. 


4 How to pyramid your capital by in- 

* vesting in tax-free shelters—a method 
which can more than double the re- 
turn on your investments. 


id How to use tax money to double your 
oO. insurance—without increasing the 
net cost to you. 


6 A new way to pay rent to your own 
* corporation and build a_ valuable 
capital asset. 


wy Six ways to convert ordinary income 
é. into capital gain—and keep 75 of 
every dollar you earn this way. 


8 How to use investment trusts to give 

* you a bigger income now—and pro- 
vide a steady income during retire- 
ment—methods few doctors know 
about! 


A valuable copy of “A METHOD FOR 
PUTTING AWAY $250,000—TAX FREE” 
is yours absolutely free with a _ special 
introductory Charter Subscription to the 
new IBP DOCTOR’S FINANCIAL PLAN- 
NING LETTER. 

This new, twice-monthly service will keep 
you up-to-date on how other doctors are 
using tax advantages and sound financial 
planning to get rich. 

It explains and blue-prints what you 
MUST KNOW—what you MUST DO to 
build your capital, guard your estate and 
provide for retirement in luxury. 

You see exactly how your fellow doctors 
are going into real estate, stocks and 
bonds, agriculture, mining, oil and other 
fields which enjoy a favored tax status 
the pitfalls to avoid—the steps that lead 
you to riches after others have worked 
them out by trial-and-error. 

In addition to twice-a-month reports that 
x-ray tax laws and court rulings that 
affect doctors, you get 6 WEALTH- 
BUILDING HANDBOOKS each year that 
point the way to areas rich in capital- 
building potential for today’s doctor. 
YOU GET ALL THIS FOR ONLY $3 A 
MONTH! ... Plus your free copy of “A 
METHOD FOR PUTTING AWAY $250,- 
000—TAX FREE”. Fill out the coupon 
below and rush it to us today. 
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Dept. DFP-S 


after I receive my first issue. 


METHOD FOR PUTTING AWAY $250 
000—TAX FREE. 


| Name 


| Re Pe Zone .... State 
‘ 








Institute for Business Planning, Ine., 


2 West 13th Street, New York 11, N. Y. 


Please enter my Charter Subscription to 
your brand new DOCTOR’S FINANCIAL 
PLANNING Service. Under the terms of 
my Charter Subscription, I wil! receive 
two reports a month plus six special 
wealth-building handbooks during the year 
plus special bulletins when important de- 
velopments occur for doctors. I will be 
billed at the tax-deductible rate of $3 a 
month—the annual cost payable 10 days 


Also send at once the special report, A 
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CONVENTION EXPENSES 


them down the middle? 

A. No, and it’s here that the 
little woman can be a great tax 
saver. You can claim whatever it 
would have cost you to make the 
trip alone. That should be far 
more than half the total cost. 

Suppose, for example, a single 
hotel room costs $14 a night, but 
you and your wife share a double 
at $20 a night. You can claim the 
$14 that the room would have 
cost if you'd gone alone. 

Or, suppose you and your wife 
travel together to the convention 
on one of these family plans the 
railroads and airlines now offer. 
You can claim the cost of a single 
fare, which is a good bit more 
than half of the total tab. 

If you're travelling by car you 
can deduct the entire cost, since 
you would have spent the same 
if you'd gone alone. Same thing 
goes for things like taxi fares 
around town, tips, baggage 
charges, and so forth. 

Q. Suppose I stay an extra 
day in Philadelphia to see some 
friends and take in a show. How 
does that affect my tax deduc- 
tion? 
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A. It shouldn't affect it at all. 
Of course, you can't deduct your 


meals and lodging for that extra 
day you spend vacationing. But 
youll still be allowed all the 
same deductions for the time 
you spent at the convention. 

Q. What if I spend an extra 
couple of weeks vacationing af- 
ter the convention? Does that 
affect my deduction? 

A. It very well might. If your 
stay at the convention was only 
an incidental stopover on a vaca- 
tion trip, you won't be able to 
claim any of your transportation 
costs. 

For example, suppose you 
spent two days in Philadelphia 
at the convention and the follow- 
ing two weeks at a nearby vaca- 
tion resort. You could deduct 
meals and lodging for the two 
days at the convention, but you'd 
face a fight if you also tried to 
claim your transportation costs. 
Undoubtedly, the I.R.S. would 
insist you traveled to the area 
primarily for a vacation, not for 
a convention. And because of | 
that, you couldn't claim your 
transportation expenses. END 








Washington Spotlight 








Down for the count: The Keogh Bill seems to be dead for this year 
again, the tenth in a row. It passed the House but, as 
predicted, ran into heavy weather in the Senate. The 
bill would cost the Treasury an estimated $358-milllion 
a year in taxes. With a $3-billion budget deficit in 
prospect, this just wasn’t the bill’s year. But it’s sure to 
come up again next session. 


The L.R.S. will have an additional 3,365 helping hands—mostly | 
new tax auditors—to review next spring’s crop of tax 
returns. For each dollar of salary it pays the new 


men, the Treasury expects to harvest $5. 


“Free” health care is getting more expensive all the time. In Eng- 
land, false teeth cost only $14 and prescriptions only 
28 cents. But the National Health Service now costs 
the country about $2.2-billion a year. That’s double 
the initial price and about 14 per cent of all govern- 
ment spending. In its last report, the Ministry of Health 
expressed “concern” over the rapidly mounting costs. 


Replacing old equipment? If you sold it separately for more than 


the remaining tax value, you used to get a capital 
gain break on the profit. But not any longer. When 
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WASHINGTON SPOTLIGHT 


you buy and sell through the same dealer, says the 
ILR.S., the transaction will be regarded as a trade-in— 
no matter what you call it. So your paper profits on 
the old equipment will serve to cut down how much 
you can depreciate on the new. 


You can stretch your duty-free customs allowance if you travel 


abroad. Congess just dropped the limit from $500 
down to $100 per person. But you can mail off as 
many gifts to as many people as you want, up to a 
maximum of $10 a day to each person. There’s no 
duty to pay, and the gifts aren’t charged against you. 


How “average” is your tax return? According to the latest 


I.R.S. figures, men in the $15,000-$20,000 income 
bracket who itemized on their ‘59 returns claimed an 
average of $2,692.19. 





away patients 


Are you turning 
be- 
cause your present 








laboratory does not 
make children’s fixed 
and removable appli- 
ances? 


[] Hawley Retainers 
(1) Arch Expanders 

[] Space Maintainers 
[] Habit Appliances 


Lingual 
Appliances 


Bite Openers 

| Positioners 
Crozat Appliances 
Activators 


} Extra Oral Face 
Bows 


Contact 
Dennis Alimen 
Children’s Department 
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YND BROTHERS DENTAL LAB. 


2211 W. Compton Blivd., Gardena, California 


For information, prices and services, fill in and 
mail. 


Re oor 
Address 








































for the uncomfortable patient 


for the distraught patient 








for the overtired patient 





relaxing, restful sleep 


without barbiturates, bromides or narcotics 


sOmM 


SOMINEX contains no barbitu- 
rates, bromides or narcotics. It is 
designed specifically as a bedtime 
sedative, and should not be used 
as a daytime tranquilizer. 

In SOMINEX, the safe sedative 
action of methapyrilene is 
enhanced by scopolamine and 
salicylamide. The total effect is 
one of safe sedation without 
hang-over or danger of habitu- 
ation. No prescription is required. 








ines 


THE SAFE SOMNIFACIENT 


Each SOMINEX tablet provides: 
Methapyrilene HCl, 25 mg.; sco- 
polamine aminoxide HBr, 0.25 
mg.; salicylamide, 200 mg. Dos- 
age: 2 tablets one-half hour be- 
fore retiring. Some patients will 
require only one tablet. Supplied: 
vials of 18 tablets. 


For a complimentary supply, 
please address your request to: 
Dept. SH, J.B. Williams Co., Inc., 
711 Fifth Avenue, New York, N.Y. 
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Bargains In 
Older Houses? 


Dollar for dollar, used houses 
are your best shelter buy. But first check 
the eight common defects they're likely to have 


BY ARTHUR M. WATKINS , 


HEN you buy a_ used 

house, you generally step 
right into an established neigh- 
borhood. The trees are big, the 
storm windows are installed, and 
the tax rates are stable. Best of 
all, you can get up to twice as 
much pure living area for every 
dollar you spend. 


Bargain? Often, but not al- 
ways. Once you add in the need- 
ed improvements, you may find 
yourself with a Trojan Horse. 
And the older the house, the 
more likely itll need major re- 
pairs. So your first step in assess- 
ing a used house is to find out 
when it was built. Once you 


The author was formerly associate editor of House and Home and Architectural Forum 
Magazines. This article is drawn from his book, “‘How to Judge a House” (c) 1960 by 
Arthur M. Watkins, and published by All About Houses, Inc., Piermont, N. Y., Price, $1. 
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BARGAINS IN OLDER HOUSES? 


know that, these are the impor- 
tant things you should check: 
1. Inadequate wiring. This is 
the most widespread flaw. New 
York City’s Home _ Inspection 
Consultants, Inc., found that of 
1,000 homes over ten years old 
that it inspected, 84 per cent had 
inadequate wiring. 
Look for a three-wire, 220-volt, 
100-ampere capacity main elec- 
tric board, more for large houses 
or if there is an electric range. 
New wiring will be needed if the 
existing board is only 30 or 60 
amperes in capacity. If there are 





12-room house, 
easily convert- 
ed to home-of- 
fice combina- 
tion, Massachusetts South Shore, 
within one block of ocean on main 
residential street. Ideal location for 
opening new practice. Corner lot, 
with ample parking facilities. 5 bed- 
rooms, one full, 2 half baths, kitchen, 
full dining room, sitting room, double 
living room with brick fireplace. 
Priced for immediate sale—best of- 
fer. Write to Box 788, c/o Dental 
Management, Ridgeway Center 
Bidg., Stamford, Conn. 


Don’t pass 
this “buy” 














fewer than six or eight circuits 
(fuses) you are likely to need 
more. And are there enough elec- 
tric outlets, particularly in the 
kitchen, and light switches? 

New wiring will cost from 
about $250 up to $1,000 for a typ- 
ical old house. Figure $150 to 
about $350 for a new electric 
service and main board; plus $5 
to $8 for each new outlet and 
light switch needed; $25 to $50 
for each special circuit for such 
things as a clothes drier or air 
conditioner. These are approxi- 
mate costs; only an electrician 
can give you a firm bid. 


Beware of Termites 

2. Termite damage and wood 
rot. These occur mostly in houses 
more than five to ten years old, 
and are hard to detect unless you 
are an expert. So hire a termite 
specialist to check the house be- 
fore you buy. Many FHA and 
VA offices require this before 
they will approve a mortgage on 
an old house. Ask for a check on 
wood decay, too. 

A termite check calls for care- 
ful probing of the foundation and 
base wood structure of a house. 
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Insulating older houses is difficult and expensive. Here insulating material 
is being blown into holes cut in the walls. Total cost: up to $500. 











A probing tool such as an ice pick 
is used, If a beam is eaten away 
inside, the pick normally will 
sink into it and tell you so, but 
not always. 

A telltale sign of termites is 
their flattened mud tunnels lead- 
ing up a foundation wall into the 
house. But termites can be pres- 
ent without visible signs so don’t 
feel safe because there is no exte- 
rior evidence of their presence. 
On the other hand, don’t give up 
a house and flee just because 
there are termites. The damage 
is not always extensive. Cost of 
repairing termite damage can 
range from about $150 to $5,000 





Old-style gravity furnaces have a 
short life expectancy. Replacing one 
can cost you as much as $5,000. 


or more. That is why a careful 
check should be made in ad- 
vance. 

3. Rundown heating. This de- 
pends largely_on house age and 





























type of heating. Many houses 
over twenty-five years old were 
built with a coal heating plant 
which may have been converted 
to oil or gas. 

If the original hot water or 
steam heat is still in a house 
twenty-five years or older, how 
much longer it will last is ques- 
tionable. Look on the _ boiler 
nameplate to see if it is cast iron 
or steel. The cast iron kind is 
likely to last longer. Look inside 
for signs of cracking, and around 
the exterior base for rust and gen- 
eral deterioration. 


BARGAINS IN OLDER HOUSES? 


If the heater is an old-fash- 
ioned hot air gravity furnace 
with no fan, it, too, is likely to ex- 
pire at any time. 


Is Unit Too Small? 

A heating plant in a house only 
ten or fifteen years old also can 
be troublesome. Sometimes the 
unit may be too small for the 
house. The best way. to check it 
is to visit the house on a cold day. 
Have the system turned on. Set 
the thermostat up to 80 degrees 
and listen for operating noise. 
How long does it take for heat to 


Save Your Copies of DM « Send for Binder 


«ee f 
Dental Management | 
| Ridgeway Center Bldg. 
Stamford, Conn. 
| | 
| Send me ____ Binders for DENTAL MANAGEMENT, for which 
| enclose (check or money order) for $ _ ($2.50 each, 
postpaid) | 

| 
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CROSS SECTION SHOWING HOW 
STIM-U-DENTS FORM A PERFECT FIT 
IN THE INTERPROXIMAL SPACES. 








MAGNIFIED CROSS SECTION 
OF STIM-U-DENTS SHOWING 
POROUS, COMPRESSIBLE 
STRUCTURE. 


POROUS COMPRESSIBLE STRUCTURE 


and TRIANGULAR SHAPE of 
STIM-U-DENTS 


WHEN MOISTENED FORM A PERFECT FIT IN THE INTERPROXIMAL SPACES 


Literally thousands of dentists have written us attesting the merits and 
effectiveness of STIM-U-DENTS and indicating their many specific uses. 


@ FOR BLEEDING GUMS  @ AFTER PROPHYLAXIS @ CLEANING AROUND 
@ FOR RECEDING GUMS  @ THE TREATMENT OF VIN- BRIDGES 
CENT'S INFECTION AND = @ EFFECTIVELY USED 
@ FOR SOFT, SPONGY OTHER GUM PATHOSIS WITH ORTHODONTIC 
GUMS APPLIANCES 
@ EXCESSIVE CALCULUS @ CLEANING @ REVEAL CAVITIES 
ACCUMULATION TRAUMATIZED AREAS AND LOOSE FILLINGS 


An invaluable aid to prevention and treatment of PYORRFEA and GINGIVITIS 
Ask For FREE SAMPLES for Patient Distribution. 


Stim-U-Dents, Inc., 14035 Woodrow Wilson, Detroit 38, Mich. 


[-] Send Free Samples for patient distribution. —p.m.(10-61) 
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Please enclose your Professional Card or Letterhead 


Address 
City Zone State 


en 


FINISH WHAT THE TOOTHBRUSH LEAVES UNDONE 
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reach each room after starting? A 
warm air system should provide 
heat within ten or fifteen min- 
utes, a hot water or steam system 
within a half hour. 

Also take the name and phone 
number of the heating dealer 
who services the system. This is 
usually noted on or near the heat- 
ing unit. Ask him about the sys- 
tem. What kind of repairs are 
needed? How long will the sys- 
tem last? He may or may not 
come clean with you, but what 
you may learn is worth the ef- 
fort. 

Installed cost of a new warm 


BARGAINS IN OLDER HOUSES? 


air furnace starts at about $500 
to $750; a new hot water boiler 
from $750 to $1,500. The cost of 
a complete new heating system, 
if needed, can run from $1,500 to 
$5,000, depending on house size. 
4. The faucet hot water heater. 
Is it a separate hot water heater 
and tank? Or an indirect domes- 
tic hot water heater which is part 
of the regular boiler? If it is a 
separate tank heater, check the 
name plate for capacity and type. 
A family of three, with a washing 
machine, needs a 30-40 gallon hot 
water heater. A family of six 
needs from 50 to 65 gallons. 





and mail this page to us now. 





“Please send samples .. . 


May we do you a favor, Doctor? 

We'd like to pass along to any or all of our advertisers your in- 
terest in their product or services and your request for samples 
and/or literature. This way, you won't need to clip individual 
coupons from your copy of DENTAL MANAGEMENT, and possibly 
mutilate any article you'd like to retain. 


A handy form on page 64 enables you to take advantage of our 
special Service to Readers. Check your wants, sign your name 
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Open the little door at the base 
of the tank where the pilot light 


and burner mechanism are and | 


look for signs of rust or leaks in 
here; use a flashlight. These are 
the first indications of trouble 
brewing. 


Hot Water Supply 

The condition of a domestic 
hot water heater is hard to ascer- 
tain unless you are an expert. 
The most complaint 
about them is insufficient hot wa- 
ter. If possible, see if its heating 
capacity is given in gallons of hot 


common 


water supplied per minute 
(gpm). Installed cost of a new 
hot water tank heater ranges 


from about $135 to $185 for a 
40 to 50 gallon, gas-fired 
model, more for electric units. 
5. Inadequate insulation. Most 
built before the 1940's 
were built without any insulation. 
Many 
War II up to around 1955 were 
built with attic insulation but lit- 
tle or no wall insulation. Most 
built since 1955 got both 
and ceiling insulation, 
though not necessarily 
Regardless of 


good 


houses 


houses built from World 


houses 
wall 
enough. 


age, most houses 


hew, ground floor 
opportunity for 
doctors to build 


—? Coin-operated 

= drycleaning is so 

new that there’s 

only one way to 

go in the business 

—UP! Sisters nationwide, recognizing it 

as a golden opportunity to build capital 

equity, are investing in this booming, new 

business. Besides excellent profit possi- 

bilities, a coin-operated drycleaning store 

is an ideal spare-time business for the 

busy doctor. It requires a minimum of 

time and attention and, once established, 
practically runs itself. 


WESTINGHOUSE 


drycleaning machines 

provide a service everyone needs and 
which is NOT duplicated in the home. The 
market is immense and customers, 
amazed with do-it-yourself drycleaning 
results, measure their savings in dollars 
each time they visit your store. They 
always return, and usually bring their 
friends. 

ALD has helped establish over 13,000 
successful coin-operated Westinghouse 
Laundromat® equipped stores. They can 
help you get into the coin-operated dry- 
cleaning and /or laundry business quickly, 
easily and with modest investment. Get 
the facts today and get them straight from 
the leader in the industry. Write for your 
free copy of the fact-filled, 20-page 
“Progress Report: Coin- Operated Laun- 
dry and Drycleaning Stores.” peat Tae 


ALD, Inc. 


7045C N. Western Ave. 
Chicago 45 
OFFICES IN PRINCIPAL CITIES 
ALD CANADA, Ltd., 
25 Belfield Rd., Rexdale (Toronto) 


“You can be sure...if it's Westinghouse” 





BARGAINS IN OLDER HOUSES? 


with masonry or brick walls have 
no wall insulation. 

Attic insulation normally can 
be seen at the attic floor. Ask if 
wall insulation has been blown 
into the walls. During cold 
weather you can get an indica- 
tion of wall insulation by holding 
your hand against the inside sur- 
face of an exterior wall. Then 


hold your hand against an inte- 
rior partition. The exterior wall 
should not feel much colder than 
the inside wall. If it does, much 
heat is leaking out; there is little 
or no insulation. 

Average cost of insulating an 
existing house runs about 20 cents 
to 30 cents per square foot of 
gross exterior wall surface, plus 








INEFFABLE 


How would you describe it if we changed the whole direc- 
tion of your dental practice; attitude of your patients toward 
your dental services; removed the ever-present burdens and 
problems; insisted that you stop over-working and start enjoy- 
ing life; and then as if that isn’t enough, increased your 
income in substantial proportions? 

Can guess what you're thinking, but here are the facts: 
dentists using the Kellner System of Dental Practice Admin- 
istration enjoy larger incomes, work less hours, serve more 
patients and Jove dentistry! Depending upon certain factors, 
the Kellner System can and does increase income from 20- 
100% and more and this isn’t just loose talk, we guarantee it! 

The difference: no gimmicks, no fast talk. Just sound busi- 
ness principles, backed by unmatched experience, applied to 
fit the needs of the individual dental practice. Been doing it 
this way for fifteen years, 


KFELLNER SYSTEM 


Newton Highlands (Boston) 61, Mass. + Bigelow 4-6313 
520 Fifth Avenue, New York 36, N.Y. « MUrray Hill 2-5844 
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about 10 cents per square foot for 
the attic floor. Total cost: from 
$250 to $500 for a typical existing 
house (less for new houses). 

6. Poor plumbing. Common 
troubles are inadequate water 
pressure due to corroded pipes, 
and an inadequate septic tank 
system. Bad plumbing is mostly 
a problem in houses with iron or 
steel pipes that are twenty-five 
years old or older. Copper, brass, 
and bronze pipes will last 
much longer but were nc’ ‘ntro- 
duced until about 1940.~" — can 
tell if the pipes are iron or steel 
with a magnet. They will attract 
the magnet, but copper, brass, or 
bronze will not. 


Test for Pressure 

Test for water pressure by 
turning on the faucets in the 
kitchen, laundry, and baths. Fau- 
cets in the top floor bathroom are 
the best indicators. Turn on all 
faucets and flush the toilet at the 
same time. If the water hardly 
comes at all you can expect 
plumbing woes. 

Is there a septic tank, a cess- 
pool, or a city sewer? If no public 
sewer, be particularly cautious 


DENTAL MANAGEMENT ® 


even if the house is comparative- 
ly new. Overloaded septic tanks 
and cesspools have become a ma- 
jor problem in many areas. 
Septic tank problems are also 
more likely in a house with an 
automatic washing machine and 
several children. When was the 
septic tank or cesspool last 
cleaned? Cleaning is normally 
needed every three or four years. 
Who did the cleaning? Call him 
and ask about the condition of 


-the tank. 


Another source of information 
about septic tank problems is the 
public health people. They can 
often tell you if such problems 
are prevalent locally. New 
plumbing costs can vary greatly. 
Figure at least $500 to $1,000, but 
get a plumber’s estimate. Septic 





What is a Dental 


Practice Worth? 
(See page 39) 


Practice A: $20,000 
Practice B: $15,000 
Practice C: $10,000 
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Is your address correct? 


Please check label on wrapper. In event of error, sign and return this 


coupon, so you will be sure to receive DENTAL MANAGEMENT 

a Eee rr rrr Trt Teer rir: CREP ee Eee D.D.S 
DE, sniss baa et bess ne ass a0'5.h SE KRU b Sed So a5 94 209 Re Ph e-< ee 
ee eS ee or ree TS ee PRS 5. .ats Sean aes 


LSE ere rey arr rT et ea ee ee eee Te 
Bean 6a 66K SRD 66 545%. OR PRI. 6 Rs State 


(Mail to Ridgeway Center Bldg., Stamford, Conn.) 

















tank repairs may run from $100 
to $1,000. 

7. Roof and gutters. What 
kind of roof and how old is it? 
An asphalt shingle or built-up 
roof on a flat or low slope will 
often need repairs or replace- 
ment if it is more than ten to fif- 
teen years old. Walk around the 
house to inspect the roof and 
gutters. Look for broken or miss- 
ing shingles. Note the condition 
of the horizontal gutters, espe- 
cially if they are wood. Are the 
gutters clogged with leaves, or 


clean and well maintained? The 
best time to check for roof leaks 
and bad gutters is during a heavy 
rain. Check inside of the attic for 
leaks too. 

Cost of patching a roof may 
run from $50 to $250. A new as- 
phalt shingle roof will cost from 
$300 for a small house to about 
$750 for a house of about 2500 
square feet of roof area, more for 
better roofing or larger houses. 

8. Wet basements. The usual 
signs are dark stains on the cellar 
walls and floor, and flaky cement 
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on the walls. Look also for dry 
rot in the basement ceiling beams 
and structure and for mildew. 
Check the condition of the exte- 
rior foundation walls around the 
house. Are there cracks and signs 
of water penetration? Correcting 
a wet basement condition is often 
expensive and sometimes impos- 
sible if the house was not prop- 
erly built. It can cost $500 and 
up, depending on the house. 

Those eight items are the ma- 
jor trouble areas in older houses. 
But there are a few other things 
to look at as well. 


Check the condition of the 
walls. Is painting required? If a 
new kitchen is needed, is there 
enough space for remodeling? 
Do appliances come with the 
house, and how old are they? 
Will your car fit in the garage? 
What's the shape of the driveway 
and what about sidewalks? 

All of those possible deficien- 
cies can add many thousands of 
dollars to the cost of your “bar- 
gain” house. There are some fine 
buys to be found among used 
homes. But you'll have to be on 
your toes to get one of them. END 





ood Samaritan 








Early one winter morning, a man and a young boy ap- 
peared at my door. The boy was holding his jaw and 
appeared to be in pain. I seated him, and extracted 
the offending molar. The lad stepped into the waiting 
room to recover, and the man said that he had a tooth- 
ache also. As I laid out fresh instruments, I heard the 
front door close. 

“Do you want to pay for your son’s treatment now?” 
I asked. 

“Son? I never saw him before. He asked me where 
he could find a dentist. I needed one also, so I helped 
him look.”—Louis L. Binder, D.D.S., Philadelphia, Pa. 
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The 


MAILBAG 


Too Confusing 


Dear Sir: 

Your article, “Too Confusing 
For Words,” is precisely why a 
layman might think of a dentist 
as a highly skilled mechanic. 

I once lost a “good” patient 
too, the president of this-and- 
that. At his position in life, he 
should have been able to under- 
stand _ periodontitis, 
malocclusion, but he did not. His 
prior dentist talked “baby-talk”! 
But he understood (and could 
pronounce very distinctly and 
correctly) tonsillitis, scarlatina, 
appendectomy, 
meningitis, diphtheria, tubercu- 
losis, and even arteriosclerosis 
and poliomyelitis! But “caries”! 
Never heard of it. Why? Because 
of men in the dental profession 
who need it pointed out to them 
that the average dental patient 
is intelligent enough to under- 
stand dentistry as well as medi- 


gingivitis, 


laryngectomy, 


‘ patient 


cine. Because of men (dentists) 
who write so-called professional 
articles in your magazine rhetori- 
cally geared to an eighth-grade 
mind. 

It is always upsetting to me to 
hear a dentist use the word 
“gums,” but when a dentist writes 
of the “cost of filling her cavities” 
my evening is ruined. 

If a dentist has patients who 
are “good” patients but who 
nonetheless cannot understand 
dentists, he should keep his 
mouth patiently closed until the 
learns from another 
source the meaning of such stulti- 
fying (?) sticklers as caries, gin- 
giva, prosthesis, prophylaxis, and 
periodontal disease. Then the 
patient would be a truly good 
patient who might look at den- 
tistry and dentists a bit more in- 
telligently and respectfully. 

E. W. Salvo, D.D.S. 
Natchez, Miss. 


Dear Sirs: 

Sharing office space with an 
M.D., I read his Medical Eco- 
nomics magazine and often won- 
dered why the dental profession 


DENTAL MANAGEMENT @¢ OCTOBER 1961 


60 








_- 





didn’t have a similar publication. 

I think you have the answer. I’m 

of the opinion dentistry is too 

technique-minded and _ doesn't 

give emphasis to economics. 
Ralph T. Boccella, D.D.S. 
Bristol, Pa. 


Good Paying Habits 


Dear Sirs: 

All the so-called experts on 
dental economics I have seen or 
listened to stress selling and col- 
lecting from the patient. This is 
fine, but the way to make the 
doctor adhere to these tenets is to 
teach him to pay HIS accounts 
properly. 

[I have yet to see a dentist 
with good paying habits who 
wasn't also successful in his of- 
fice and home. After all, it does- 
n't make sense to ask someone 
for money owed you, while at 
the same time retaining money 
owed others. 

From a. strictly investment 
standpoint, the 2 per cent dis- 
count for prepayment offered by 
most supply houses is a bigger 
dividend 
stock you can buy. A man who 
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uses $100 of supplies per month 
and pays his account each month 
gets no dividend other than the 
supplies. If he will just take $98, 
prepay his account for one month 
and renew it each month he will 
have twelve times the $2 dis- 
count, a 24 per cent return. 

L. B. Bignall, President 

Bignall Dental Supply Co. 

Grand Rapids, Mich. 





producer than any’ 





STRIKING 
CRAFTS- 
MANSHIP 


¢ VACUUM FIRED JACKETS 
¢ BRIDGEWORK 
e PLASTICS 
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STRICKER 


Dental Laboratory 
1717 So. Maine, Pleasant Ridge, Mich. 





Please send me further infor- 
mation. 
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THE MAILBAG 
Office Wives 


Dear Sir: 

Many office wives would be 
furious over the article, “My 
Wife in the Office?” Not I! May 
I show you my side of the pic- 
ture? 

One noontime, my husband 
called and informed me he had 
just discharged his assistant, and 
could I come right down and fill 
in for a while. The “while” turned 
into a year and a half stint. With- 
out question, I was the best paid 
dental assistant, and the least 
prepared one, in the city. I was 
my own severest taskmaster, and 
refused to leave the office until 
everything was done and in or- 
der for the next day. 

I cannot deny that it was fun 
working with my husband; that 
I felt a glow of accomplishment 
as I became more efficient. Each 
day I tried to find ways in which 
I could ease the work for him, 
and make the patients more 
comfortable. Other dental assist- 
ants in the building taught me 
their pet work tricks; I even took 
a course toward earning a C.D.A. 

Suddenly it dawned upon me 


that dentistry had swallowed us 
up. All our activities revolved 
around it; our vacation was 
geared to the place and date of 
the ADA meeting; the friends 
we saw most of were dentists 


and their families; my personal 
friends were losing touch with 
me because my time was no 
longer my own, but circum- 
scribed by the demands of a 
thriving dental practice. The of- 
fice came first and foremost. 
Enough is enough, and I have 

had it! Come 1962, I'm going to 
cut the dental floss that binds 
me. 

Dentist’s Wife 

Omaha, Neb. 


More Meat 
Dear Sir: 

Congratulations on your fine 
magazine. The practicing dentist 
has needed something like this 
for a long time. It is quick and 
easy to read as well as being in- 
formative. I was bored poring 
through pages and pages of liter- 
ature to get to the “meat” of an 
article. 

Richard E. Moffitt, D.M.D. 
Corvallis, Ore. 
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OFFICE BUILDING—Ohio. Excellent oppor- 
tunity. Attractive brick Cape Cod, home- 
office combination. Plumbing and electric 
wiring for two operatories, laboratories 
and darkroom in place. Reasonable. Write 
Box 1047, c/o Dental Management. 


EXCELLENT BUY—Connecticut. Densco Stere- 
ogesic unit complete with headphones and 
four tapes. Unit is capable of supplying 
any combination of headphones and 
speakers up to five, yet is small enough 
to be portable. Write Box 1072, c/o Dental 
Management. 


OPPORTUNITY—Texas. Owner must leave 
country. Office and equipment (Ritter) only 
3 years old in center of large city. Avail- 
able immediately. Will sell or lease. Box 
1086, c/o Dental Management. 


ASSOCIATE WANTED—Concord, N. H., 
area, who will buy into and within 4 
years take over practice, including office 
building. $4,000 needed. Box 1010 c/o 
Dental Management. 


LABORATORY FOR SALE—Complete equip- 
ment for your own laboratory. Includes 
furnace, casting equipment, lathes, vibrator, 
also dark-room set-up. Box 1041, c/o Dental 
Management. 
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ULTRASONIC 


THE WORLD'S MOST POPULAR 
ULTRASONIC CLEANER 


The same machinery used by the U. S. Air Force, 
Army and Navy for cleaning satellites and guided 
missile parts! 


EASY TO OPERATE... 


Cleans in seconds instruments, syringes, handpieces, SYSTEM FORTY — $99.95 

drills, burrs, impression trays, orthodontic appliances, Powerful 80 watt generator; Full 1/2 gal. stain- 
glassware. less steel tank; Inside dimensions: 534/x41/4/’x4” 
Removes zinc-oxide, eugenol temporary dental cement, 
buffing compounds, food particles, investment plaster, 
wax, nicotine, tarter. 

More diSONtegrators sold than the next three leading 
brands combined! 
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FREE 5 DAY TRIAL — (Money refunded, less ship- 
ing, if not satisfied) 

FREE 5 YEAR SERVICE CONTRACT 

FREE 32 PAGE USERS GUIDE WITH EACH MACHINE 
CHOICE OF 7 BEAUTIFUL COLORS 
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; . SYSTEM EIGHTY — $219.95 
| understand that my money will be refunded if not Powerful 120 watt generator; ral 1/2 gal. stain- 


completely satisfied after 5 day trial. less steel tank; Inside dimensions: 12/’x6/’x6” 


See your dealer or enclose check with order NOW and we will pay 17 charges to anywhere in the U.S.A. 
RENTAL PLAN ALSO AVAILABLE 


TO: Ultrasonic Industries Inc., Dept. OM-10-61 
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Ames Court, Engineers Hill, Built-in-Timer (optional) 
Plainview, L.1., N.Y $9.95 extra 
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© Check enclosed (freight prepaid, 0 C.0.0 
; OV. 1-2000 © Bill me (rated firms only) (freight charged) 
California: 4959 Weeks Ave., O) Please send me prices of larger models 
San Diego « Br 6-5551 © Send prices of SONitizer dental cleaning chemicals 














valuable supplement to your program of reg- 
¥ 
¥ £2 


CREST to every patient who can benefit 





from this added protection?. 





THE COUNCIL ON DENTAL THERAPEUTICS RESOLUTION: 


“Crest has been shown to be an effective anticaries dentifrice that can be of significant value 
when used in a conscientiously applied program of oral hygiene and regular professional care; 
Crest dentifrice may also be of value as a supplement to public dental health procedures." 


J.A.D.A,. 61:272 (1960) 





Fiuoristan is Procter & Gamble's registered trademark-for an exclusive combination of stannous fluoride and a fluoride compatible polishing 


PROCTER & GAMBLE * DIVISION OF PENTAL RESEARCH #¢ CINCINNATI .1, OHIO 


agent 
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